
Senior Chain Accounts Manager 

400 Raritan Center Parkway 
Raritan Center 
Edison, NJ 06837 
906-225-4774 Fa* 908-417-9076 


FAXED 

March 20, 1995 


Mr. Ned Meara 
Grand Union Company 
201 Willowbrook Boulevard 
Wayne, New Jersey 07470 

Dear Ned: 


Below is the RJR volume status of your Company through w/o March 17: 



As you can see, year to date your case purchases from RJR are down 27,4% 
on total business, and 53.4% on Savings Brands (DORAL). 
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Taking into consideration your current merchandising contract with 
our competitor, there has to be a way for Grand Union to minimize 
RJR case losses, sales, and profit. 

Listed below is a temporary display Program that should result in 
incremental store sales, and (display) revenue, as well as meet the 
contractual obligation that prevents any company other than Philip 
Morris from promoting product in Grand Union Stores; 

Doral 2 Pack Offer 

Consumer Offer Consumers receive S .50 price reduction on purchase of 
2 packs of designated DORAL Brand Styles. 

Promotion Packing Offers packed in special two (2) pack sleeves at S&G 
Warehouse. Payment of $ 28 per case packed . Two pack sleeves have 
clearly marked pricing areas to display reduced promotion price. 

Display Four (4) section floor dump bin display to avoid consumer con¬ 
fusion in choosing the selected DORAL Brand Style. Display has clearly 
marked pricing area. Display capacity 28 cartons. 

Display Tlming/Pavment Must be displayed for a minimum of two (2) 
weeks. One time payment of $ 40 per store. 

Promotion Reimbursement Reimbursement of $ .50 for each two (2) pack 
offer packed and distributed to New York and Northern Region Stores. 

Financial Implication 


New York Region Displays (lOQi 
$ 4,000 

Northern Region Displays 0201 
$ 4,800 

S&G Warehouse Packing Allowance 
$ 2,884 

Two (2) Pack Profit From Sales 
$ 27,720 
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Profitability was based on an average profit of $.90 per two pack sale. 

If this Promotion is accepted, worked properly, and is as successful as 
it has been in other Supermarket Chains, we can look at using brands 
such as WINSTON or SALEM in the future. 

I will be happy to meet with you to discuss all details in implementing this 
Program. 

Your consideration of this Program is appreciated. 

Regards, 

Aj/ck^ 

G. N. Kuruc, Jr. 

Gk 

cc: M. A. Young 
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